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1st  quarter  club 
net  at  $4.26  million 

Sales  reach  $40.43  million,  revenue  at  $56.12 
million. 

WASHINGTON — The  248  officers’,  noncommis- 
sioned officers’/enlisted,  and  community  club 
branches  had  total  revenue  of  $56.12  million  in  the 
first  quarter  Fiscal  Year  1980  compared  to  $53.95 
million  for  the  year  earlier  period,  a $2.17  million  or 
four  percent  increase. 

Sales  meanwhile  increased  $1.86  million  to  $40.43 
million  or  4.8  percent. 

Net  income  decreased  by  $383,000  to  $4.26  million, 
the  first  decrease  in  many  years,  but  remaining  strong 
as  a percent  of  total  revenue  at  7.6  percent.  Depart- 
ment of  Army  officials  attributed  the  sales  and 

See  RESULTS,  pg.  18 
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WASHINGTON — A congressional  panef 'has  told 
the  Department  of  Defense  to  make  club  operations 
less  reliant  on  package  store  profits  and  appro- 
priated funds. 

The  recently  released  report  said  that  the  services’ 
1,500  clubs  would  have  lost  $18.3  million  in  Fiscal 
Year  1978  were  it  not  for  $40  million  of  package  store 
profits  used  to  support  the  clubs  and  strongly  recom- 
mended that  DOD  use  package  store  profits  only  as 
an  indirect  subsidy  to  pay  for  “capital  improve- 
ments” or  “certain  administrative  and  overhead  ex- 
penses such  as  central  accounting  or  personnel 
costs."  The  panel  said  that  DOD  could  use  the  profits 
to  support  club  operations  at  “remote  and  isolated 
sites.” 

The  Panel  wants  its  recommendations  on  package 
store  profits  implemented  by  the  close  of  Fiscal  Year 
1982. 

Other  package  store-related  recommendations 
were  that  the  stores  be  fiscally  separated  from  club 
operations  to  make  them  both  “clearly  visible”;  have 
package  store  profit  distribution  centrally  controlled 
and  managed  at  the  service  headquarters  so  that 
worldwide  needs  could  be  considered;  and  develop 
profit  goals  for  clubs  not  considering  package  store 
profit  support. 

While  it  did  not  rule  out  the  possibility  of  a future 
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Commanders  should  closely  watch  private  organizations 


WASHINGTON — Department  of  the  Army  is  urging 
commanders  to  comply  with  AR  210-1  and  closely 
monitor  the  authorization  and  operation  of  private 
organizations. 

Commanders  should  be  aware  of  the  restrictions 
imposed  by  the  organization's  constitution  and  by- 
laws. ensure  that  proper  supervision  of  expenditures 
is  provided,  and  ensure  that  income  is  used  primarily 
to  pay  operating  expenses  and  not  personally  benefit 


individual  members. 

Commanders  can  ensure  proper  oversight  bv  hav- 
ing those  familiar  with  the  organization's  expenditure 
limitations  and  other  restrictions  governing  the 
organization's  operation  regularly  rev  iew  the  minutes 
of  meetings  and  by  asking  staff  judge  advocates  ad- 
vice to  insure  that  all  actions  taken  by  them  in  super- 
vising the  operations  of  private  organizations  are 
proper.  AH 


No  topless  and  bottomless 

WASHINGTON — Female  topless  and/or  bottomless 
dancers  and  male  bottomless  dancers  will  not  be  per- 
mitted in  Army  clubs,  according  to  a Jan.  23,  1980  in- 
terim change  to  AR  230-60,  The  Management  and 
Administration  of  the  Army  Club  System. 

Although  the  entire  policy  regarding  entertainment 
was  under  review,  “recent  and  public  concern"  about 
the  dress  of  go-go  dancers  and  the  increasing  number 
of  women  in  the  Army  caused  the  policy,  which  es- 
sentially prohibited  offensive  entertainment,  to  be 

AR  230-60  change 


dancers 

clarified  on  go-go  dancers  vv  ithout  vv  ailing  for  the  en- 
tire regulation  to  be  published. 

The  interim  change  further  states  that  entertain- 
ment will  “adhere  to  the  standards  of  good  taste"  and 
not  offend  the  dignity  of  patrons,  their  dependents  or 
guests. 

Commanders  are  still  encouraged  to  meet  the  club 
member  desires  but  not  in  a way  that  "abrogates  their 
responsibility  for  protecting  the  overall  interests  of 
the  Army."  AH 


Check  cashing  policy  changed,  charges  billed  monthly 


WASHINGTON — Club  membership  cards  are  all 
that  is  necessary  for  officers  and  warrant  officers  to 
cash  checks  at  the  club  and  the  bad  check  list  does 
not  have  to  be  checked  according  to  a Jan.  23,  1980 
interim  change  to  AR  230-60,  The  Management  and 
Administration  of  the  Army  Club  System. 

Also,  clubs  will  only  cash  checks  for  club  members 
and  reciprocal  club  members  and  second  party  per- 
sonal checks  will  be  cashed  for  club  members  if  they 
meet  the  established  policy  for  cashing  first  party 
checks,  according  to  the  same  interim  change. 

MWR  Crimewatch 

WASHINGTON — The  following  crimes  have  been 
committed  against  morale,  welfare  and  recreation  ac- 
tivities: 

- Armed  robbery  at  Hale  Koa  Hotel,  Armed  Forces 
Recreation  Center,  Ft.  DeRussy,  Hawaee.  Two  per- 
sons stole  $35-50  at  gunpoint.  No  injuries. 

- A clerk  stole  about  $2,000  from  a stateside  depen- 
dent youth  activity  by  altering  copies  of  bank  deposit 
slips  to  show  that  funds  had  been  deposited  in  the 
bank.  AH 


Also,  club  charges  must  be  billed  monthly,  and 
payment  is  normally  due  the  end  of  the  month 
following  the  month  in  which  the  charge  was  made. 
Members  with  accounts  delinquent  over  60  days  will 
not  receive  further  credit  until  the  account  is  paid  in 
full.  AH 

N CO/enlisted,  not  NCO/EM 

WASHINGTON— In  case  you  haven't  heard  by  now. 
there  are  women  in  the  Army.  The  correct  term  is 
“NCO/Enlisted  Club”  or  “NCO/Enlisted  Branch." 
Abbreviated,  the  term  is  “NCO/Enl  Club"  or 
“NCO/Enl  Branch."  AH 

Nuts  and  bolts 

WASHINGTON — Try  this  one  out  and  see  if  it 
fits  at  your  club: 

Nuts  and  bolts.  A popular  United  States 
singles  club  distributes  different  size  nuts  to  the 
girls  and  matching  bolts  to  the  guys  at  the  front 
door.  When  they  get  inside,  the  guys  try  to 
match  the  bolts  with  the  right  nut  and  when 
they  do,  the  couple  wins  a prize,  on  the  house. 
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Carroll  Award  Winner 

A great  “Bad”  club  system 

BAD  KREUZNACH,  W.  GERMANY— Making 
some  hard  decisions,  like  closing  two  annexes  and 
consolidating  two  others,  and,  at  the  same  time  giv- 
ing the  membership  more  of  what  it  wanted  . . . these 
were  the  kinds  of  things  that  enabled  Major  Douglas 
Holtz,  Area  Club  Manager  at  Bad  Kreuznach,  West 
Germany,  to  be  chosen  as  recipient  of  the  Annual 
James  A.  Carroll  Jr.  Award  for  Excellence  in  Army 
Club  Management  this  past  year. 

Faced  with  a number  of  critical  problems  in  1977 — 
including  the  fact  that  the  system  had  lost  money  for 
three  straight  years  and  was  fast  approaching 
insolvency — Holtz  initiated  actions  that  flew  in  the 
face  of  military  tradition,  i.e.,  consolidating  Officers' 
and  Enlisted  branches  and  annexes  in  the  club  system 
in  what  amounted  to  a total  reorganization  of  the 
Bad  Kreuznach  club  system. 

In  the  last  two  years  financial  improvement  in  this 
club  system  has,  as  a direct  result  of  Holtz's  in- 
novative efforts,  resulted  in  an  increase  of  total  sales 
and  revenue  from  $640,000  and  a minus-5  percent 
profitability  to  a $1 ,585,000  and  a plus-10  percent  in- 
dex. Concentrating  first  on  the  membership,  Holtz 
was  able  to  effect  an  increase  of  30  percent  during  the 
past  two  years.  Due  largely  to  the  effectiveness  of  new 
promotions  and  recreational  activities  he  has  in- 
troduced to  the  system,  membership  participation 
continues  to  grow. 

Club  calendars  in  the  Bad  Kreuznach  system  have 
been  packed  full  of  fun  and  excitement.  Over  $60,- 
000  in  cash  and  prizes  has  been  given  away  at  weekly 
Bingo  Nites,  two  bazaars,  three  carnivals,  quarterly 
Monte  Carlo  Nites,  and  two  art  auctions.  Added  to 
these  have  been  several  live  Maine  Lobster  Nites, 

Wood  NCO  club 
initiates  change 

FT.  LEONARD  WOOD,  MO— The  Noncom- 
missioned Officers’  Club  here  has  initiated  several 
member  programs. 

New  furniture  and  carpeting  has  been  purchased 
for  the  club,  according  to  MSG  Billy  Mosley,  Branch 
Manager. 

Monthly  membership  cards  have  also  been  issued 
with  an  annual  card  soon  to  be  introduced,  leading 
the  way  for  planned  club  credit. 


Holtz  (right)  meets  with  Bad  Kreuznach  managers. 


wine-tasting  probes,  two  dinner  theater  nights  and  a 
German/American  golf  tournament.  As  if  this 
weren’t  enough,  Major  Holtz’  clubs  offer  the  usual 
array  of  Sunday  Brunches,  live  entertainment  during 
dinner,  holiday  parties,  parties  for  the  kiddies,  and  an 
occasional  Gong  Show.  Recently,  a fabulous  Carib- 
bean weekend  was  offered  as  a prize  at  one  club  and 
resulted  in  a packed  house.  Using  modern,  up-to-date 
marketing  techniques  and  concentrating  on  placing 
his  advertising  where  it  will  do  the  most  good.  Major 
Holtz  has  seen  the  demand  for  participation  in  all 
club  functions  mushroom. 

Quite  naturally,  all  this  has  not  been  accomplished 
without  good,  solid  facilities,  operational  policies, 
and  dedicated  service  programs.  Excellent  training  of 
employees,  along  with  a realignment  of  the  labor 
force,  has  resulted  in  drastic  cuts  in  labor  expenses. 
As  a result,  it  has  been  possible  to  budget  for  over 
$150,000  in  fixed  asset  replacements  for  FY  80.  In  all, 
Holtz,  even  while  accepting  the  Carroll  Award,  con- 
tinues to  emphasize  the  “team  approach’’  to  club 
management,  both  with  his  employees  and  with  the 
membership.  . .all  of  whom  he  insists  he  included  in 
all  activities  in  all  of  the  club  and  annexes. 

His  slogan:  “Promotions  are  for  people!”  AH 

The  club’s  new  manager,  SFC  Harold  Horne,  has 
introduced  menu  changes  to  make  it  more  affordable 
for  families  along  with  specialty  nights.  Management 
also  plans  to  have  more  live  entertainment  for 
Leonard  Wood  soldiers.  AH 

Reservations  only 

FT  MONROE,  VA — Escoffier  dining  has  come  to  the 
Officers’  Club  here.  Members  must  make  advance 
reservations  to  feast  on  a special  dinner  offered  once 
per  month  which  includes  a variety  of  French  dishes, 
wines  and  liqueurs.  AH 
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Best  club  managers 

WASHINGTON — Department  of  the  Army  has 
named  six  winners  of  the  1979  James  A.  Carroll,  Jr. 
Award  for  excellence  in  managing  Army  clubs. 

Winners  in  each  of  the  four  categories  of  officer, 
warrant  officer,  non-commissioned  officer  and 
civilian  were: 

• Major  Douglas  Holtz  for  his  work  as  Area  Club 
Manager,  Bad  Kreuznach  Area  Club  System  (US 
Army,  Europe). 

• CW  2 Ronald  J.  Given  for  his  work  as  Officers' 
Club  Manager,  Fort  Sam  Houston,  Texas  (US  Army 
Forces  Command). 

• CW2  (P)  Richard  Gorman,  for  his  work  as  In- 
stallation Club  Manager  and  Officers'  Club 
Manager,  Carlisle  Barracks,  PA.  (US  Army  Training 
and  Doctrine  Command). 

Management,  CCAMD  boost 

Profitable  club  system  initiates  assistance 
visit. 

NUERNBERG,  W.  GERMANY— Club  and  Com- 
munity Activities  Management  Directorate  technical 
assistance  teams  sometimes  have  a reputation  for 
visiting  club  systems  wearing  “black  hats.’’  That  is, 
they  visit  to  find  what’s  wrong  and  make  it  right  . . . 
sometimes  they  have  to  . . . but  this  wasn’t  the  case  at 
the  club  system  here  as  management  initiated  and 
then  worked  with  a CCAMD  European  Regional  Of- 
fice team  in  “revitalizing”  club  food  programs.  “The 
team  worked  with  management,”  said  Joe  Brandt, 

VII  Corps  team  chief,  “toward  training  employees 
and  instituting  the  food  programs  along  with 
developing  plans  for  $800,000  worth  of  renovation 
projects  and  a new  community  club." 

MSG  Zenaphir  Bond,  NCO  Branch  Manager  and 
1979  Carroll  Award  winner  (see  related  article  in  this 


MSG(P)  Homer  Mann, 
CCAMD  European  Regional  Of- 
fice food  and  beverage  specialist 
(left)  and  MSG  Zenaphir  Bond, 
1979  Carroll  Award  winner  and 
Nuernberg  NCO/Enlisted  Branch 
Manager,  fine-tune  preparation  of 
sandwiches  for  new  program. 


• MSG  Zenaphir  A.  Bond,  for  his  work  as 
NCO/Enlisted  Club  Branch  Manager.  Nuernburg 
Area  Club  System  (US  Army,  Europe). 

• SFC  Edwin  I.  Ramsever,  for  his  work  as 
Vogelweh  Officers'  and  Civilians'  Club  Manager  and 
Assistant  Kaiserslautern  Area  Club  System  Officers' 
Branch  Manager  (US  Army.  Europe). 

• Nelson  Miles,  for  his  work  as  NCO/Enlisted 
Club  Branch  Manager.  Fort  Carson.  Colorado.  (US 
Army  Forces  Command). 


Winners  were  selected  based  on  their  exceptionally 
outstanding  contribution  to  successful  club  opera- 
tions. Criteria  for  selection  included:  management  ex- 
cellence: accomplishments  in  providing  the  highest 
quality  food,  beverages  and  entertainment  to  club 
members:  and  meeting  or  surpassing  club  goals  and 
financial  objectives.  AH 

Nuernberg  food  program 

issue  of  the  Army  Host),  and  team  member  MSG(P) 
Homer  “Woodie”  Mann  and  annex  manager  SFC 
Larry  Davis  increased  lunch  sales  92  percent  with  a 
new  “stack-em-high”  deli-sandwich  program  at  the 
O'Brien  NCO/Enlisted  Club. 

Meanwhile  MSG  Smith  and  SSG  Rick  Trueloie, 
with  the  assistance  of  CCAMD's  Wally  Chung  in- 
stituted the  sandwich  program  at  the  Kalb  Officers' 
Club,  increasing  daily  sandwich  sales  by  nearly 
$100.00.  A Lobster  Night  was  started  and  sold  out 
ten  days  in  advance. 

The  teams  also  provided  management  with  train- 
ing in  procurement,  bar  operations,  management  in- 
formation and  employee  relations. 

Brandt  termed  Neurnberg  managers  “dedicated, 
receptive,  innovative  and  attuned  to  the  wants  and 
needs  of  membership”  and  accredited  their  coopera- 
tion with  a successful  management-CCA M D effort. 
AH 


4 


Army  Host 


Carroll  Award  Winner 

Miles  best  civilian  manager 

FT  CARSON,  CO — The  financial  results  are  only 
part  of  the  story  at  the  Fort  Carson  NCO  Club 
Branch,  headed  by  Nelson  Miles,  NCO  Club  Branch 
Manager  and  civilian  winner  of  the  James  A.  Carroll, 
Jr.  Award  for  club  management  excellence. 

Under  Miles’  leadership  the  branch  has  consisten- 
tly broken  all  management  goals  and  has  increased 
net  income  to  over  $330,000  per  year. 

Miles,  a 1976  graduate  of  the  Executive  Club 
Management  Course,  and  former  active  duty  club 
manager,  is  credited  with  maintaining  excellent  rap- 
port with  club  managers  at  Fort  Carson  and  its  sub- 
post, Fort  Douglas,  Utah. 

Miles  was  instrumental  in  providing  Carson 
soldiers  with  easily  accessible  club  facilities  with 
“neighborhood  clubs.”  The  main  NCO  club  serves  as 
the  hub  of  the  branch  with  reasonably  priced  “Rocky 
Mountain  Specials,”  membership  nights,  “bring  your 
boss”  nights  and  a wide  array  of  entertainment. 

Miles  said  that  the  clubs’  financial  goals  would  not 
have  been  achieved  without  the  hard  work  and 


Dining  at  the  Fort  Carson  NCO  Club.  Net  income  has 
reached  all-time  high  as  management  works  to  improve 
member  service. 


dedication  of  a trained  staff  of  club  managers  and 
employees.  He  deals  effectively  with  the  various  levels 
of  command  at  Fort  Carson  and  is  especially  adept  at 
party  and  catering  operations. 

He  is  credited  with  working  effectively  with 
managers  and  employees  at  each  of  the  nine  Fort 
Carson  clubs  and  the  NCO  club  at  Fort  Douglas, 
Utah  which  also  falls  under  his  control.  AH 


New  Knox  NCO  Club  team 


FORT  KNOX,  KY  — Improving  the  food  program 
and  more  family-oriented  events  are  just  two  of  the 
changes  planned  by  Phil  Smith,  a former  club 
management  intern  and  new  manager  of  the  Fort 
Knox  NCO  Club. 

During  his  internship.  Smith  attended  the  Club 
Management  Course,  received  on-the-job  training  at 
the  Fort  Rucker  Installation  Club  System  and 
worked  with  a club  management  technical  assistance 
team.  He  joined  the  Army  Club  Management  Intern 
Program  following  graduation  from  the  Hotel  Ad- 
ministration School  at  Florida  State  University. 

“Fort  Knox  probably  has  one  of  the  most 
progressive  club  systems  in  the  Army  today,”  he  said. 
“One  reason  for  that  is  our  disco.  There  are  probably 
only  three  or  four  others  like  this  in  the  whole  system. 
Here,  we  have  one  in  the  enlisted,  NCO  and  Officers’ 
Clubs.  This  is  something  that  the  old-timers  don’t 

Two  to  Tango 

FORT  McNAIR,  WASHINGTON,  DC— The  Fort 
McNair  Officers’  Club  has  placed  something  new  on 
its  bill  of  fare  to  entice  members  to  dine  at  the  club. 
Four  nights  each  week,  the  club  offers  two  fof  one 
dining  room  specials. 


like  but  it’s  what  the  customers  like.” 

Smith  has  hired  a new  manager  to  improve  the 
food  service.  Her  name  is  Denese  Kushinsky. 
Kushinsky,  a home  economics  graduate  of  Southern 
Illinois  University,  has  managed  several  cafeterias. 

“We  plan  to  offer  more  grilled  items  in  the  Pub,” 
Kushinsky  said.  “We  also  hope  to  extend  the  lunch 
time  menu  and  to  offer  specials  on  the  a-la-carte 
menu  for  evening  customers.”  I’d  like  to  get  families 
involved  in  dining,  birthday  parties  and  teen  dances, 
she  said. 

SSG  Richard  Pate  is  Smith’s  new  Assistant 
Manager,  having  just  completed  an  assignment  as  a 
club  manager  in  Korea.  Pate  also  wants  to  promote 
family  functions  and  increase  military  participation 
through  NCO  Calls  and  Boss  Nights. 

Smith's  objective  is  challenging  but  not  new  to  club 
managers:  “Within  all  possible  means,  give  the 
patron  what  he  (and  she)  wants  and  needs — 
consistent  good  products  and  service  at  a good 
price.” 


For  $13.95,  two  people  can  dine  on  London  Broil, 
Filet  Mignon  or  Prime  Rib.  Crab  Imperial  costs  less 
at  $12.95.  After  attracting  them  to  the  club  with  the 
dining  room  specials,  the  management  offers  live  en- 
tertainment after  dinner  hours.  AH 
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“Make  it  first  class” 

1,000  attend  club  reception 

BAD  KREUZNACH,  W.  GERM  ANY— When  the 
area  club  manager  was  asked  by  the  8th  Infantry 
Division  Commander  to  throw  a Commanding 
General’s  New  Year’s  reception,  the  guidance  ap- 
peared simple — “make  it  first  class.’’ 

Easier  said  than  done. 

Plans  had  to  be  made  to  accommodate  1,000  peo- 
ple or  200  per  hour  for  five  hours,  according  to  MAJ 
Doug  Holtz,  area  club  manager  and  winner  of  the 
1979  Carroll  Award  for  club  management  excellence. 

That  meant  timing  and  training  and  buying 
months  before  the  event.  All  attending  agreed  that 
the  work  had  paid  off. 

Two  doormen  greeted  guests  at  the  entrance  to  the 
Nahe  Club.  Once  inside,  guests  were  greeted  by  two 
German-speaking  military  ushers  who  would  lead 
them  into  the  ballroom  decorated  as  a giant  wine 
probe  room.  Here,  MG  William  Livsey,  8th  Infantry 
Division  Commander  greeted  the  guests.  Guests  then 
moved  around  the  ballroom,  tasting  20  different  Ger- 
man and  American  wines  and  eating  the  traditional 
black-eyed  peas  for  good  luck.  The  peas  weren't  the 
only  thing  on  the  menu,  Holtz  said,  as  members  and 
guests  ate  cheese  and  bread  from  a decoratively 
arranged  table  while  listening  to  the  sounds  of  the  8th 
Infantry  Division  Combo.  AH 

GERMAN  WINES 


1 1978  er  Walporzheimer  Klosterberg 

Ahr.  Qualitats-Rotwein 

2 1978  er  Roxheimer  Muhlenberg 

Nahe.  Trocken-Riesling,  Qualitatswein 

3 1977  er  Sommeracher  Katzenkopf 

Franken.  Muller-Thurgau.  Qualitafswein 

4 1977  er  Neuleininger  Hollenpfad 

Rheinpfalz.  Halbtrocken.  Kerner.  Kabinett 

5 1975  er  Gau-Algesheimer  Abtei 

Rheinhessen.  Muller-Thurgau.  Kabinett 

6 1977  er  Piesporter  Michelsberg 

Mosel.  Riesling.  Kabinett 

7 1978  er  The  Nahe  Club  Wein 

Nahe.  Muller-Thurgau.  Kabinett 

8 1975  er  Bingerbrucker  Abtei  Rupertsberg 

Nahe.  Silvaner.  Kabinett 

9 1976  er  Niederhauser  Graukatz 

Nahe,  Muller-Thurgau  und  Scheurebe.  Spatlese 

10  1976  er  Hattenheimer  Heiligenberg 

Rheingau,  Riesling,  Spatlese 

The  wine  list  for  the  Bad  Kreuznach-New  Year’s  event. 


A West  German  fighter  pilot  samples  California  wine 
as  Branch  Manager  CW2  Lee  Hicks,  dressed  in  his 
“Brother  Timothy”  robe,  serves. 


AAFES  offers  discounts/ 
services  for  Europe  clubs 

ROEDELHELM,  W.  GERMANY— The  Army  and 
Air  Force  Exchange  Service  has  several  programs  to 
assist  clubs  in  reducing  procurement  costs. 

Prices  and  information  were  recently  distributed  by 
the  Club  and  Community  Activities  Management 
Directorate’s  European  Regional  Office  on  AAFES 
cigarettes,  meat,  and  beverages. 

Prices  for  AAFES  hamburger  patties  are  12 
cents/  1.6  oz.  patty,  22  cents/3  oz.  patty,  29  cents/4 
oz.  patty,  and  38  cents/5.3  oz.  patty.  Hamburger 
procured  from  sources  other  than  AAFES  or  the 
commissary  must  have  a conformance  certificate  in 
accordance  with  Change  9 to  the  USAREUR  Supple- 
ment to  AR  230-1. 

AAFES  is  continuing  to  procure  6.000  lbs.  per 
month  of  US  choice  prime  rib  at  $2.17  per  pound  and 
managers  should  call  06359-2061  for  orders.  This  of- 
fice can  provide  direct  delivery  of  meat  and  ice  cream 
products  to  club  warehouses. 

For  soups  and  salads,  AAFES  offers  meat  ends  at 
good  prices,  such  as  bacon  ends  at  one  cent  per 
pound.  AAFES  also  has  take-out  deli  platter  trays. 
The  trays  cost  $33.29  per  case  of  50  trays.  Lids  for  the 
trays  cost  $22.32  per  case  of  50  lids.  Eight  ounce  cups 
for  the  trays  cost  $12.17  per  case  of  100  cups. 

Clubs  may  also  order  pallets  of  beer  and  other 
beverages  for  direct  delivery  from  the  Giessen  depot, 
saving  5 percent  over  purchases  made  at 
foodland/beverage  shops.  Call  2521-6128. 

More  information  on  any  of  these  AAFES 
programs  may  be  obtained  from  Jim  Tartari, 
CCAMD  European  Regional  Office,  2304-706.  AH 


6 


Army  Host 


Frankfurt  club  renovation 

FRANKFURT,  W.  GERMANY— More  than  $1 
million  will  be  used  in  upgrading  and  renovating 
three  Frankfurt  military  community  clubs,  according 
to  club  officials. 

Plans  at  the  Terrace  Club  include  replacing  fur- 
niture, carpeting  and  tiling,  a new  dining  area,  and 
upgrading  of  the  ballroom  and  Keller  Bar.  A cock- 
tail lounge  may  be  located  near  the  front  entrance. 

Department  of  the  Army  has  also  recently  given 


approval  to  spend  over  $500,000  to  renovate  the  Top- 
per Club.  The  renovation  will  include  relocation  of 
the  bar  to  the  dining  room,  which  will  be  separated 
by  a corridor.  The  Topper’s  dance  floor  and  enter- 
tainment area  will  also  be  improved. 

A $250,000  renovation  of  the  McNair  NCO  Club 
will  improve  or  replace  two  bars  as  well  as  heating, 
plumbing  and  wiring,  Henderson  said.  AH 

Excerpted  from  ‘ ‘3  FM C clubs  plan  facility  renova- 
tion" by  Jonathan  Pierce,  staff  writer  for  the  Frankfurt 
Chronicle. 


Carroll  Award  Winner 

Bond  builds  better  Nuernberg  clubs 


NUERNBERG,  W.  GERMANY— The  NCO/en- 
listed  clubs  here  stagnated  for  years  prior  to  the 
arrival  of  MSG  Zenaphir  A.  Bond,  1979  Carroll 
Award  Co-winner  in  the  NCO  category;  things 
changed. 

With  I I clubs  scattered  over  35-40  kilometers, 
Bond  faced  a formidable  task.  Upon  arrival.  Bond 
worked  to  improve  food  quality,  thus  quantity.  It 
worked.  Annual  food  sales  increased  to  nearly  $700,- 
000,  bringing  overall  branch  sales  to  over  $2  million. 

Bond,  who  has  held  several  club  positions  since 
1973,  hired  more  part  time  workers  and  worked  with 
managers  to  tightly  schedule  work  hours.  The  result, 
a near  50  percent  increase  in  net  income  to  a Fiscal 
Year  1979  total  of  $238,238  or  9.1  percent  of  total 
reven  ue. 

Nuernberg  clubs  now  feature  various  entertain- 
ment for  all  tastes  including  country  and  western, 
soul,  disco  and  latin. 

Bond  also  initiated  capital  improvement  projects, 
mostly  through  self-help,  improvements  included  in- 
house  discotheques,  better  dining  areas,  and  other 
club  improvements.  Fifteen  renovation  projects  are 
projected  for  1980. 

Zama  club  variety 

CAMP  ZAMA,  JAPAN — The  Camp  Zama  Con- 
solidated Club  has  broadened  membership  offerings 
to  include  a “Hometown  USA  Cooking  Night”  for 
homesick  GFs,  a Prime  Rib  Night  and  a Beef  and 
Burgundy  Night.  On  Thursday,  club  members  feast 
on  (what  else?)  oriental  dining  with  a Steak  Night  and 
Far  East  Disco  Connection  rounding  off  the  club’s 
weekly  events. 

The  club,  part  of  the  US  Army  Garrison,  Honshu, 
has  annual  total  revenue  of  $1.37  million  while  food 


A system  of  effective  and  useable  cash  and  inven- 
tory controls  was  also  installed. 


sales  accounted  for  part  of  the  Fiscal  Year  1979  net 
income  of  $126,000.  AH 

New  Rucker  NCO  lounge 

FORT  RUCKER,  AL— A new  lounge  for  senior  non- 
comissioned  officers  opened  at  the  Fort  Rucker  NCO 
Club.  The  Roman  motif  for  the  new  lounge  reflects 
the  Roman  centurion,  similar  to  today’s  NCO,  ac- 
cording to  NCO  Club  Branch  Manager  Jim 
Harrelson.  $19,000  and  two  months  was  spent 
providing  the  senior  NCOs  with  a renovated  room, 
bar,  furnishings,  and  a large  screen  television.  AH 
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Anatomy  of  a successful  management  team 


Tightly  managed  club  team  innovates  and 
prospers 

WIESBADEN,  W.  GERMANY— Progressive 
management  has  brought  this  club  system  to  a finan- 
cially solvent  and  service-oriented  position  that 
would  have  been  unthinkable  to  the  observer  of  two 
years  past. 

If  you  like  statistics,  Wiesbaden’s  are  indeed  im- 
pressive: 1 977  losses  of  $32,245  in  the  officers’  branch 
turned  to  a Fiscal  Year  1979  net  income  of  $126,566; 
1977  NCO/enlisted  branch  $13,436  losses  brought 
around  to  1979  net  income  of  nearly  $200,000.  In  the 
Officers’  Branch,  since  1977,  management  reduced 
labor  costs  over  1 1 percent  and  costs  of  goods  nearly 
5 percent  while  increasing  sales  $550,000  and 
revenues  to  nearly  $1.4  million  with  food  sales  ac- 
counting for  72  percent  of  revenue.  NCO/Enlisted 
Branch  revenues  approached  $1.92  million  as  sales 
increased  to  a record-breaking  $1.5  million.  1980 
promises  to  be  another  record-breaking  year. 

Results  were  achieved  through  tight  management, 
quality  products  and  service,  motivated,  dedicated, 
and  profit-oriented  club  managers,  and  strong 
business  sense. 


Members  crowd  the  all-you-can-eat  lobster  buffet  at 
the  Wiesbaden  Officers’  and  Civilians’  Club. 


Area  club  manager  MAJ  Miles  M.  Eberts  credits 
his  staff  when  citing  reasons  for  the  club  system’s 
success.  “Enlisted  and  officer  managers  have  all 
pitched  in  to  make  this  a working  system,’’  Eberts 
says  he  looks  for  latent  skills  in  people  and  develops 
them  to  the  maximum  while  allowing  peers  to  aspire 
to  higher  standards. 

His  other  secrets  to  success  are  no  mystery  to  any 
other  good  business  manager:  strong  marketing, 
quality  personnel,  training  and  motivating  people, 
and  tight  control  over  assets  including  keys,  com- 


Preparing  for  fireside  dining  at  the  Wiesbaden  Of- 
ficers’ and  Civilians’  Club. 


modities,  cash,  and  fixed  assets. 

Besides  a wide  array  of  food  and  beverage  specials, 
a la  carte  dining,  a varied  entertainment  program, 
and  other  membership  pleasers  in  each  of  the  Of- 
ficers’ and  NCO/Enlisted  clubs,  Eberts  points  to 
specific  projects  that  characterize  the  improvement 
that  Wiesbaden  clubs  have  seen  in  the  past  two  years. 

Take  the  operation  of  a New  Year's  Eve  function 
at  the  Wiesbaden  Officers'  Club  as  an  example.  Here, 
planning  for  the  event  began  in  July  with  managers 
suggesting  a concept  to  marry  a diversified  selection 
of  entertainment  with  a small  food  program  and  offer 
it  to  members  at  the  lowest  possible  price.  By  Septem- 
ber, plans  were  laid  to  have  a disco  in  one  bar  and 
Monte  Carlo  in  another,  with  a short  menu  food 
program  in  another  bar.  Advertising  began  in  Oc- 
tober with  posters,  flyers,  and  a personal  letter  to 
each  major  community  commander  and  civilian 
manager.  Radio  spots  were  placed  throughout 
December.  Four  bars,  a beer-champagne  bar,  and 
table  service  for  food  was  set  up  in  the  club.  Another 
Wiesbaden  Officers’  Club  was  closed  so  that  em- 


Enlisted  people  crowd  the  Amelia  Earhart  All-Night 
Disco. 
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ployees  could  augment  the  staff.  A local  German 
winery  supplied  table  tents  that  contained  the  limited 
menu.  The  results  were  predictable:  410  people  atten- 
ded, providing  the  club  with  an  extraordinary 
amount  of  good  will  and  excellent  word-of-mouth 
advertising. 


The  Wiesbaden  Air  Base  Officers’  Club  served  as  a 
Nazi  officers’  club  during  WW  II. 

Best  chef 

Food  sales  have  nearly  doubled  in  the  Arms  Club, 
located  in  the  American  Arms  Hotel  in  Wiesbaden. 
No  mystery  here  as  we  find  managers  worked  to  im- 
prove food  and  the  facility  itself.  A three-phase  im- 
provement project  is  underway  to  make  the  kitchen 
more  labor  efficient,  improve  dining  room  ambience, 
and  improve  the  lounge  by  providing  a more  attrac- 
tive and  efficient  bar.  Escoffier  dining  has  also  come 
to  the  Arms  Club,  featuring  Alaska  King  Crab,  Rack 
of  Lamb,  and  many  other  delicacies  that  would  have 
been  unheard  of  before.  The  five-course  Escoffier  is 
offered  on  Thursday,  traditionally  the  slowest  night, 
for  the  club.  The  Escoffier  is  complemented  by 


Main  Bar  in  the  Ballroom  at  the  Wiesbaden  Air  Bas^ 
Officers’  Club. 


The  Arms  Club  boasts  the  best  chef  in  U.S.  Army, 
Europe  clubs  along  with  a highly  trained  cooking  and 
service  staff. 

Seafood  Parade  on  Fridays  and  Prime  Rib  specials 
on  Mondays.  Chef  Mon.  Jean  Marc-Laurent, 
described  by  management  as  the  best  in  the  U.S. 
Army,  Europe,  and  a skilled  service  and  cooking  staff 
keep  the  reputation  of  the  Arms  Club  ever-growing. 

Another  management  idea  was  to  build  an  annex 
behind  home  plate  at  the  biggest  athletic  field  in 
Wiesbaden.  Located  on  the  pathway  of  food  traffic 
between  troop  billets,  working  areas,  and  PX  an- 
nexes, the  “Backstop,”  furnished  with  supplies  from 


The  Backstop,  located  behind  home  plate  on 
Wiesbaden’s  athletic  field,  offers  soldiers  an  informal 
place  to  relax. 
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Although  it  looks  like  a gingerbread  house,  The  Pub, 
located  smack  in  the  middle  of  the  largest  family  hous- 
ing area  in  Wiesbaden,  serves  a variety  of  fast  food 
family  favorites. 

a German  Brewery,  amusement  machines,  and  a fast 
food  menu,  averages  $10,000  per  month  in  sales,  $2,- 
000  per  month  in  amusement  machine  income  and  is 
highly  profitable,  according  to  MSG  Bill  Goldstein, 
creator  and  developer  of  the  backstop  idea. 


Neighborhood  Pub 

Using  only  $2,000  of  labor  and  materials.  they  con- 
verted an  uneconomically  repairable  home  into  a fast 
food  family  facility  that  offers  a neighborhood  bar 
and  grill  atmosphere  with  take-out  food  service  for 
family  favorites,  such  as  hamburgers,  pizzas,  tacos, 
and  beverages.  Sales  have  averaged  $12,000  per 
month  with  net  income  of  nearly  $2,500.  The  club 
system  plans  to  spend  another  $3,000  on  improve- 
ments to  The  Pub  which  appears  worthwhile  since  it 
sits  right  in  the  middle  of  a 1,150  family  housing  area 
and  is  also  near  the  main  commissary  and  PX. 

In  the  Officers’  Branch,  efforts  were  made  to 
revitalize  the  Officers’  Club  with  employee  training. 
Oktoberfests,  advertising  and  marketing  and  that  ex- 
tra “touch  of  class”  through  dinner  theaters  and  Es- 
coffier  dining.  Meanwhile,  MAJ  Eberts  credits  SFC 
Fred  Poland,  manager  of  the  Wiesbaden  Officers'  and 
Civilians’  Club  with  pushing  the  club  to  its  first 
money-making  year  through  party  catering  and  the 
“finest  fireside  dining  in  central  Germany. "AH 


Coors  distributed  to  Pacific  Armed  Forces 


GOLDEN,  CO — The  Adolph  Coors  Company  ex- 
panded its  distribution  in  January  1980  to  include 
direct  sales  to  all  branches  of  the  U.S.  military  ser- 
vices in  Alaska,  Guam,  Hawaii,  Japan,  Korea, 
Okinawa,  and  Wake  Island. 

Prices  for  direct  sales  to  NAF  activities  in  Hawaii 
and  Alaska  from  the  Coors  plant  in  Tustin,  Calif,  are 
$4.90  per  case  for  24-12  oz.  four  six-pack  cans  of 
regular  beer  and  $5.02  per  light  beer  case. 

Clubs  and  other  Army  nonappropriated  fund  ac- 
tivities in  Alaska  and  Hawaii  must  order  container 
loads  (1,664-4,000  cases)  and  should  contact  the 
Navy  Recreational  Services  Regional  Support  Office, 
Building  1,  Rm.  172,  Treasure  Island,  San  Francisco, 
Calif,  94130,  AUTOVON  869-6392  for  information 


on  how  to  place  orders.  Army  NAF  activities  in 
Japan  and  Korea  and  Okinawa  must  purchase  Coors 
through  the  Army  and  Air  Force  Exchange  Services. 
The  A A FES  federal  tax-free  price  is  $4.25  per  case 
for  regular  beer  and  $4.37  per  case  for  light  beer  plus 
a 14  percent  service  charge  to  NAF  activities. 

Coors  is  being  offered  to  military  in  the  Pacific 
area  because  “research  has  shown  that  military  beer 
drinkers  in  the  Pacific  are  well  aware  of  Coors 
quality”  and  “production  capabilities  and  market 
conditions  favored  the  expansion,”  said  Peter  H. 
Coors,  senior  vice  president  of  sales  and  marketing  of 
Adolph  Coors  Company,  the  nation’s  fifth  largest 
brewer.  Coors  products  are  also  currently  sold  in  16 
western  states  with  expansion  set  for  Arkansas  in 
April  1980.  AH 


Central  payroll  cash  transferred  to  CIP 

$2  million  earning  near  11%  interest 


WASHINGTON — $2  million  has  been  transferred 
from  the  Central  Payroll  System  at  Red  River  Army 
Depot  to  Washington  in  a move  designed  to  increase 
the  interest  rate  on  this  money  and  lower  costs  of  the 
Central  Payroll  System,  according  to  officials  at  The 
Office  of  Adjutant  General. 

The  $2  million  was  held  in  a local  bank  near  Red 
River  Army  Depot.  The  money  represented  the 


money  advanced  to  Red  River  Army  Depot  by  par- 
ticipating NAF  activities  for  use  in  issuing  paychecks 
under  the  central  system,  according  to  TAGO  of- 
ficials. 

The  Central  Payroll  System  money  is  now  earning 
about  11%  or  $600  per  day  on  its  CIP  investments. 
These  earnings  will  be  used  to  hold  down  the  cost  of 
the  central  payroll  service.  AH 
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Slot  machines  to  return 

Program  to  provide  funds  needed  for  capital 
improvements,  TAGO  and  USAREUR  will 
control,  administer  and  monitor,  two  phase 
implementation,  tight  controls,  Frankfurt  and 
Kaiserslautern  first  Army  sites. 

WASHINGTON — The  Army  and  Air  Force  will  un- 
dertake a limited  reinstatement  of  slot  machines  in 
clubs  in  foreign  countries  where  not  in  violation  of 
foreign  laws,  status  of  forces,  or  local  agreements. 

Reinstatement  has  been  prompted  by  needs  to 
enhance  the  recreational  opportunities  available  to 
military  personnel  in  overseas  areas,  particularly  at 
remote  sites.  In  addition,  the  shrinking  value  of  the 
dollar  in  relation  to  certain  foreign  currencies 
(Deutsche  Mark/Yen)  and  continually  rising  costs  of 
operations  have  created  a need  to  provide  additional 
sources  of  revenue  to  improve  the  quality  of  morale, 
welfare  and  recreation  (MWR)  facilities  and 
programs  in  both  Services. 

Detailed  internal  control  procedures  will  be 
published  prior  to  commencing  operations.  A two- 
phased  approach  has  been  developed.  The  initial 
phase  provides  for  placement  of  a limited  number  of 
machines  at  selected  overseas  sites  to  validate  im- 
plementation and  control  procedures  prior  to  a deci- 
sion on  the  second  phase — further  reinstatement. 
Since  much  of  the  initial  phase  will  be  taken  up  by  the 
procurement  process,  actual  installation  and  opera- 
tion of  the  first  machines  are  not  expected  for  ap- 
proximately 6 to  8 months. 

For  the  initial  phase,  machines  will  be  placed  in 
clubs  in  the  Kaiserslautern  and  Frankfurt  military 
communities. 

The  Adjutant  General  and  U.S.  Army,  Europe  will 
control,  administer,  and  monitor  the  initial  phase  of 
the  Army  program. 

The  second  phase  (expansion  phase)  provides  for 
full-scale  reinstatement  in  Europe,  Korea  and  Japan. 

The  machines  will  not  be  placed  in  any  U.S.  state, 
territory  or  possession,  even  in  those  areas  where  slot 
machines  are  legal. 

There  are  nearly  240  Army  club  facilities  in  U.S. 
Army,  Europe,  108  in  Korea,  four  in  Japan,  and  ten 
in  the  Canal  Zone.  Additionally,  there  is  the  Armed 
Forces  Recreation  Center  complex  in  Europe  and  the 
Naija  Hotel  in  Korea. 

Officials  believe  that  reinstatement  will  have  a 
favorable  impact  on  the  balance  of  payments  since 
some  of  the  money  heretofore  spent  on  foreign 
owned  slot  machines  will  now  be  spent  in  U.S.  owned 
machines. 


Plans  are  for  the  Army  Club  Fund  to  purchase  and 
own  the  machines  initially.  The  machines  will  be 
repaired  and  maintained  by  direct  hire  nonap- 
propriated  fund  personnel  who  will  be  paid  out  of  the 
machines’  earnings. 

Use  of  the  machines  will  be  prohibited  to  people 
under  1 8 years  of  age,  except  military  personnel;  area 
or  installation  club  managers,  branch  and  annex 
managers  along  with  dependents  of  managers  and 
their  assistants  in  their  area  or  installation  club 
system;  NAF  employees  (and  their  dependents)  who 
work  in  clubs  and  AFRC’s  may  not  play  machines  in 
the  facilities  in  which  they  work;  other  personnel  with 
duties  directly  related  to  slot  machine  operations; 
other  personnel  prohibited  by  the  installation  or 
community  command;  and  unauthorized  patrons  of 
clubs  or  AFRC’s. 

Slot  machines  will  be  located  in  separate  areas  of 
the  club  or  AFRC  facility  where  feasible. 

The  Army  does  not  believe  that  reinstatement  will 
be  condoning  gambling  since  the  decision  on  whether 
to  play  slot  machines  is  viewed  by  Army  officials  to 
be  a “value  judgement”  on  the  part  of  the  individual. 
They  maintain  that  individuals  are  offered  a wide 
variety  of  alternative  types  of  recreation  including 
libraries,  craft  shops,  recreation  centers  and  clubs 
and  slot  machines  are  only  one  source  of  recreation. 
Army  officials  view  the  reinstatement  of  the  machines 
as  providing  additional  recreation  while  at  the  same 
time  increasing  funds  available  for  improving  the 
various  morale,  welfare  and  recreation  facilities 
thereby  improving  the  overall  quality  of  life  for  Army 
personnel  and  families. 

Officials  also  maintain  that  soldiers  play  pinball 
and  other  types  of  recreational  machines  which 
provide  no  return.  There  are  numerous  gambling 
casinos  already  in  Germany  and  Korea  and  slot 
machines  are  readily  available  in  many  restaurants 
and  hotels  in  Germany  along  with  Veterans  of 
Foreign  Wars  and  American  Legion  facilities,  many 
of  which  are  adjacent  of  U.S.  bases  overseas. 

Controls  will  be  established  to  prevent 
malfeasance,  including  validation  of  controls  by  an 
independent  agency.  Today,  there  are  greater  finan- 
cial safeguards  for  nonappropriated  funds.  Functions 
such  as  procurement,  accounting  and  personnel  have 
been  separated  to  insure  proper  checks  and  balances. 
Specific  controls  to  be  placed  on  the  machines  are 
metering  devices  which  count  all  coins  entering  the 
machines  or  being  paid  out;  detailed  policy  and 
procedural  guidance  will  be  developed  for  use,  con- 
trol, security,  operation,  procurement,  and  disposi- 

See  SLOT,  pg.  19 
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Construction 


Watt  A Club! 

Network  beams  excitement 


Army’s  newest  NCO  club  has  up-to-date 
systems,  sound  system. 

FT  GORDON,  GA — A new  $1.6  million  NCO  club 
has  opened  here,  offering  soldiers  assigned  to  the 
Army  Signal  School  a club  they  can  all  identify  with. 


Managers  are  “producers  and  directors,”  the 
hostess  is  the  “leading  lady,”  waitresses  and  waiters 
are  the  “script  writers.” 

We  are  very  excited  about  the  club  and  the  con- 
cept,” remarked  MAJ  Robert  Howard,  Installation 
Club  Manager  who  has  found  management  acting 
more  professionally  since  moving  into  the  brand  new 
facility.  “It’s  sort  of  like  going  from  McDonalds  to 
the  Hilton,”  Howard  said. 

Once  inside,  you  see  what  he  means.  17,800  square 
feet  of  spacious  rooms  and  lounges  provide 
something  for  everyone.  The  club’s  dividable 
ballroom  or  “studio”  can  seat  over  500  in  comfor- 
table surroundings.  “Before,  we  could  only  host  func- 
tions for  125  people.  The  new  capacity  has  already 
resulted  in  bookings  for  larger  groups  such  as  an  up- 
coming Association  of  U.S.  Army  meeting  where  we 
expect  nearly  500  people  from  the  local  chapter.  We 
have  also  booked  several  battalion  and  brigade  func- 
tions in  the  club  that  should  provide  a definite  boost 
to  our  catering  operation,”  according  to  Howard. 

The  150-seat,  fully-equipped  dining  room,  the 
“Picture  Tube”  has  a clever  menu  with  sandwiches 
labeled  the  “Walter  Winched  ”,  the  “Edward 


Comfortable,  attractive  furniture  is  surrounded  by 
greenery  in  the  Fort  Gordon  NCO  Club  lobby.  Design 
work  was  by  CCAlVID’s  Mary  Ann  Bailey  and  Craig 
Carlisle. 


Murrow”,  and  the  “Fred  Friendly”.  Members  can 
also  order  the  “McHales  Navy”  (seafood  of  course), 
or  the  “Rawhide”  (beef)  along  with  other  ap- 
propriately named  offerings.  Then,  after  a brief 
“commercial  interruption”,  members  are  offered  cof- 
fee or  dessert. 

Funch  is  also  TV-oriented  with  offerings  like  “The 
Art  Fink  Fettuce  Show”,  “Have  Bun  Will  Travel" 
and  “Hogan's  Hero”.  Portraits  and  pictures  of  TV 
and  movie  celebrities  adorn  the  club's  walls,  further 
adding  to  the  “Network”  flair. 

“Script  writers”  or  waiters  and  waitresses  use  a 
$30,000  automated  point-of-sale  ordering  and  ac- 
counting system  which  also  provides  management 
with  daily,  and,  if  necessary,  hourly  data  on  sales  mix 
and  instant  accountability. 

An  elaborate  $36,000  recorded  entertainment 
system  fills  “Studio  One”  with  800  watts  of  clear 
sound  and  lights  while  members  choose  from  a 
variety  of  “network  offerings”  from  the  bar. 

The  “special  effects”  room  or  bar  has  a portable 


$57,000  automated  beverage  control  system  is  labor- 
efficient  and  easy  to  handle. 
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lighted  dance  floor  and  a small  stage  for  live  enter- 
tainment. 

Bartenders  or  “make-up”  artists  dispense  liquor, 
draft  beer  and  mixers,  via  a sophisticated,  labor- 
efficient  $57,000  beverage  and  mixer  control  system 
which  eliminates  the  need  for  daily  bar  inventory  and 
dispenses  the  exact  amount  needed  through  a 
labyrinth  of  70  tubes  from  a back  room. 

The  Network  charges  NCOs  $3.00  per  month  or 
$10.00  per  year  to  belong  with  plans  to  eliminate  dues 
if  finances  permit. 


Some  of  the  $36,000  worth  of  recorded  entertainment 
equipment.  Club  offers  weekly  night  disco  until  4:00 
a.m.,  500-record  library  with  versatility  for  big-band 
sound,  country  and  western  and  oldies  nights. 

The  Network,  built  with  a $1.03  million  interest- 
free  Army  Club  Fund  loan,  is  located  adjacent  to  the 
old  NCO/enlisted  club  which  is  now  reserved  for 
junior  enlisted  soldiers.  The  old  club  also  benefited 
from  the  new  construction  as  the  Network’s  kitchen 
serves  the  junior  enlisted  club’s  dining  room  as  well. 
Howard  said  that  he  is  planning  to  ask  for  assistance 
in  initiating  capital  improvements  to  the  enlisted  club 
and  is  exploring  installation  of  automated  systems  in 
that  facility.  Enlisted  club  sales  have  increased  nearly 
$8,000  monthly  since  the  opening  of  the  new  kitchen. 

Construction  of  the  club  began  in  July  1980  after 
Club  and  Community  Activities  Management  Direc- 
torate technical  assistance  teams  and  design 
specialists  worked  closely  with  management  in 
developing  the  turnkey  project.  “The  Directorate  was 
very  helpful  in  ensuring  that  the  club  was  completed 
on  time,”  according  to  Howard,  who  cited  the  able 
assistance  of  CCAMD’s  interior  designers  with 
creating  the  basic  floor  plan  and  providing  design 
assistance  to  improve  contractor  design.  This  in- 
cluded selection  of  interior  finishes,  pictures  and 
plants  that  provide  that  extra  first-class  touch.  A 
CCAMD  technical  assistance  team,  led  by 
CCAMD's  MAJ  Lew  Turner  worked  for  weeks 


In  the  club’s  modern  $100,000  kitchen,  cooks  prepare 
for  a club  function. 


Studio  One  prepared  to  go  on  the  air. 


“shaking  down”  the  club  and  assisting  in  developing 
food  programs  toward  ensuring  that  all  systems  were 
“go”  prior  to  the  Feb.  29,  1980  grand  opening. 

Howard  expects  the  club  to  gross  over  $100,000 
monthly  since  there  have  already  been  many  compli- 
ments from  Gordon  soldiers  who  term  the  club  “the 
best  in  the  Army.”  AH. 


The  “Network”  is  no  blast  from  the  past;  it’s  a modern 
club  designed  for  member  and  manager  alike. 
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Born  on  the  Bayou 


Le  Club  des  Officers  has  Cajun  theme. 


The  club  was  built  in  six  months,  using  the  Office 
of  The  Adjutant  General's  turnkey  construction  con- 
cept whereby  the  project  is  awarded  to  a general  con- 
tractor to  design,  construct,  and  equip  a complete 
and  usable  facility.  CCAMD  technical  assistance 
teams  visited  the  club  to  assist  in  development  of 
food  programs  while  CCAMD  designers  worked 
with  management  and  the  contractor  in  developing 


Red,  orange  and  green  adorn  the  100-seat  Fort  Polk 
Officers’  Club  Bayou  Room  where  members  are  of- 
fered a “complete  dining  experience”  by  manager  1LT 
Kevin  Bushey  and  assistant  manager  SFC  Rodney 
Touchet.  Bushey  is  scheduled  to  attend  the  Executive 
Club  Management  Course  this  summer  en  route  to  an 
assignment  at  Bamberg,  W.  Germany.  Touchet,  a 1979 
ECMC  graduate,  is  soon  to  become  a warrant  officer. 


FT  POLK,  LA — New  is  nothing  new  to  residents  of 
this  northern  Louisiana  Army  Forces  Command  in- 
stallation with  one  more  building  opening  its  door 
every  two  weeks. 

This  building  was  special. 

Built  with  a $1.1  million  interest-free  loan  under 
the  Adjutant  General's  turnkey  construction 
program,  the  new  Fort  Polk  Officers’  Club  provides  a 
smooth  mixture  of  member-pleasing  state-of-the-art 
technology. 

The  club  is  ideally  located  on  the  golf  course  be- 
tween officer  housing  and  bachelor  officers’  quarters, 
according  to  MAJ  Daniel  J.  O’Sullivan,  installation 
club  manager. 

Bar  operations  are  designed  to  serve  different  clien- 
tele with  a 100-seat  “Fireside  Bar”  catering  to  those 
wanting  a quiet  evening  and  a “ lively,  shiny,  reflec- 
tive" bar  with  recorded  entertainment  replete  with 
chrome  furniture,  a live  DJ.,  mirrors,  and  suede 
covered  walls,  and  a $25,000  sound  and  light  system. 


A cocktail  lounge  beautifully  designed  by  CCAMD’s 
John  DiPol  is  appropriately  called  the  “Devil’s  Den” 
after  the  5th  Infantry  Division’s  Red  Devils. 

These  two  bars,  along  with  two  service  bars,  are 
connected  to  a $64,000  automatic  beverage  control 
system  and  are  all  served  from  a central  service  and 
storage  room.  O’Sullivan  said  managers  know  exact- 
ly how  much  of  what  we  have  served  and  how  much  it 
costs  within  six  minutes.”  Draft  beer  and  mixers  are 
also  controlled  by  the  system. 

The  club’s  ballroom  was  built  to  be  divided  and 
joined  whenever  needed.  There  are  separate  light  and 
sound  controls  for  each  of  the  room’s  three  parts  and 
when  not  divided,  it  can  accomodate  nearly  300  for 
banquets  and  200  for  dining.  Each  room  can  be  ser- 
viced without  interfering  with  events  in  another 
room. 


14 


Army  Host 


the  interior  package  right  down  to  the  plates  and 
glasses. 

O'Sullivan  said  that  club  managers  and  employees 
feel,  act,  and  dress  more  professionally  in  a new 
facility. 

The  Cajun  earth-tone  motif  really  takes  off  in  the 
food  area  according  to  O'Sullivan,  1978  Executive 
Club  Management  Course  Graduate.  (Cajuns  are 
descendants  of  Nova  Scotia  exiles  who  settled  in 
Louisana).  Both  the  Saloon  de  Grande  Ball  (the 
ballroom)  and  the  Bayou  (dining  room)  combine 
their  talents  to  serve  lunch  and  dinner.  One  lunch 
program  provides  for  cafeteria  service  offering  hot 
foods  and  salads  while  the  other  has  “Piled-high” 


$200,000  worth  of  state-of-the-art  equipment  is  in- 
cluded in  the  club’s  kitchen.  ICM  O’Sullivan  credits  ef- 
forts by  Peggy  Tuck,  club  system  procurement  expert, 
with  getting  the  club  open  on  time. 

sandwiches  sold  by  the  ounce,  soups  and  salads. 

Dinner  offerings  include  Cajun  specials  such  as 
Seafood  Coquilles  Mornay,  Louisiana  Strip  Steak, 
Catfish  Creole,  a “Ragin'  Cajun  Burrito”  and  craw- 
fish. O'Sullivan  described  dinner  at  Fort  Polk  as  a 
“complete  experience”.  Members  are  greeted,  seated, 
and  offered  a “Prelude”  menu  with  cocktails  and 
house  wines.  The  menu  is  brought  to  the  table  in  a 
large  fish  basket.  After  the  selection  is  made,  the 
sweet-endings  menu  is  provided  for  dessert,  brandy 
or  cordials.  The  whole  experience  takes  about  I-V2 
hours  with  members  served  bread  throughout  the 
meal  by  a bread  girl  dressed  in  a Cajun  costume. 
Salads  are  mixed  at  the  table. 

Club  cooks  are  spending  two  to  four  hours  per  day 
learning  the  new  menu  while  dining  room  employees 
are  training  on  a system  which  provides  instant  sales 
accountability  and  accurate  billing  through  a pre- 


/ 


Although  empty  now,  this  ballroom  can  accomodate 
200  for  dinner  or  300  for  banquets.  A CCAMD 
technical  assistance  team  headed  by  MAJ  William 
Steinhauer  assisted  management  in  procurement, 
designing  food  programs,  and  “shaking  down”  the  club 
prior  to  the  grand  opening. 

programmed  computerized  sales  system. 

The  transition  to  the  new  club  was  accomplished 
without  one  day’s  interruption  of  service,”  said 
O'Sullivan.  And  everything  in  the  new  club  is  new.  “I 
can  count  on  my  fingers  the  number  of  things  we 
took  from  the  old  club  to  the  new  club,”  O’Sullivan 
added.  The  old  officers’  club  facility,  constructed  in 
1941,  is  being  converted  to  a Senior  NCO  club. 

The  Officers’  Club  is  only  part  of  the  Polk  building 
boom  including  a new  brigade  area  barracks,  1,000 
new  housing  units  opening  in  Spring  with  600  or 
more  opening  later,  new  bachelor  officers’  quarters, 
hospital,  craft  shop,  automotive  repair  shop,  PX,  and 
com  missary. 


Plants  abound  in  the  club,  creating  a more  comfor- 
table atmosphere. 
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Soldiers  to  benefit  from  USASCH  club  renovations 


System  uses  accumulated  funds  to  improve 
facilities. 

U.S.  ARMY  SUPPORT  COMMAND,  HAWAII— 

Several  major  renovations  are  slated  for  installation 
club  system  facilities  in  Hawaii  during  the  early 
1980’s  according  to  LTC  James  W.  Ault,  Installation 
Club  Manager,  US  Army  Support  Command, 
Hawaii. 

The  Hawaii  installation  club  system  has  been  going 
beyond  normal  renovation  and  refurbishing  in  order 
to  draw  the  customers  by  providing  the  best  and  most 
comfortable  atmosphere  possible,  Ault  said. 

We  are  continuously  making  improvements  to  the 
clubs  and  package  stores.  Recently  we  made  some 
changes  to  the  package  store  at  Fort  Shafter  to  make 
it  look  more  like  a civilian  store.  There  are  39  military 
clubs  and  package  stores  in  the  island,  the  Army  has 
17,  less  than  half.  In  order  to  capture  our  share  of  the 
customer  market,  we  must  provide  good  facilities. 

Army  clubs  in  Hawaii  had  total  sales  of  $3.6 
million  in  Fiscal  Year  79  with  NCO/enlisted  clubs 
constituting  $2.3  million  or  64  percent  of  the 
business.  Army  club  system-operated  package  stores 
on  the  islands  had  total  sales  of  over  $5. 1 million  with 
profits  of  over  $500,000. 

Much  of  the  $500,000  in  package  beverage  store 
profits  is  going  toward  financing  club  capital  expen- 
diture projects.  These  projects  include  extensive 
renovation  at  the  Skyview  Terrace,  Fort  Ruger’s 
Cannon  Club  and  at  the  Schofield  Barracks  NCO 
Club.  Renovations  at  the  Tripler  NCO/enlisted  club 
and  at  the  Waianae  Army  Beach  Club  have  already 
been  completed. 

1981  plans 

Construction  plans  for  early  1981  are  for  the  renova- 
tion of  the  existing  ground  Boor  level  of  the  Schofield 
Barracks  NCO  Club  and  the  addition  of  a second 
floor  capable  of  handling  unit-size  crowds.  Ault 
states  that  sliding  partitions  will  be  included  and  will 
enable  the  large  room  to  be  broken  down  for  smaller 
functions.  “Renovation,  ” Ault  maintains,  “will  in- 
crease square  footage  by  about  55  percent.” 

“The  Schofield  Barracks  NCO  Club  was  originally 
designed  to  be  a two-story  building,”  he  explains.  It 
was  built  during  the  Vietnam  era  but  once  the  divi- 
sion was  deployed  to  Vietnam,  there  were  fewer  peo- 
ple at  Schofield  Barracks.  The  first  floor  was  finished, 
but  the  second  floor  was  never  added,”  Ault  said. 
Plans  for  the  Cannon  Club,  Fort  Ruger,  include  the 


RELAXED  BEACH  ATMOSPHERE— The  recently 
renovated  Waianae  Beach  Club  offers  active  duty 
military,  retirees,  their  families,  and  guests  a place  to 
relaz.  Club  renovation  was  completed  last  year  to 
create  a beach  atmosphere  (Vasey). 

addition  of  a luau  banquet  facility  and  an  informal 
bar  making  use  of  a nearby  area  that  is  now  unused. 
Ault  explains  that  the  future  area  will  have  a paved 
rampway  to  accomodate  the  handicapped  as  well  as 
wheeled  vehicles  to  hold  food  and  supplies  for  dining 
and  beverage  areas. 

“The  architectural  styling  is  aimed  at  creating  a 
Hawaiian  village  look  of  connected  roof  huts  with 
open  floral  surroundings  similar  to  the  famous 
restaurants  in  Honolulu  which  capitalize  on  our 
climate,”  Ault  explains. 

“This  renovation  will  provide  a facility  for  private 
parties  and  regular  open  dining  simultaneously. 
Now,  if  the  Cannon  Club  is  open  for  dining,  we  can- 
not schedule  a party  there  at  the  same  time.” 

Waianae  Club  completed 

During  1979,  the  Waianae  Army  Beach  Club  un- 
derwent extensive  interior  and  exterior  renovation.” 
Ault  tells.  “A  bar  was  built  in-house,  and  the  club 
was  repainted  and  redecorated  to  enhance  the  beach 
atmosphere.  We  added  a lot  of  shrubbery  around  the 
club  and  plan  to  add  a limited  menu. 

“The  club  has  really  been  doing  well."  Ault  adds, 
attributing  the  new-found  prosperity  to  the  club's 
new  look  and  increasing  retiree  market. 

“The  Tripler  NCO/enlisted  club  has  just  un- 
dergone a refurbishing  which  included  the  construc- 
tion of  a game  area,  the  addition  of  new  outdoor  car- 
peting and  the  installation  of  refinished  furniture  that 
was  formerly  in  another  club.  AH 
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Financial 


Package  stores  mark  gains 

More  profits  accrue  to  morale  support  fund. 

WASHINGTON — The  70  Army  installation  club 
system-operated  package  beverage  branches  finished 
first  quarter  Fiscal  Year  1980  with  increases  in  sales, 
total  revenue  and  net  income  over  1979. 

The  package  stores,  operated  by  the  installation 
club  system  as  separate  fiscal  entities,  had  first  quar- 
ter Fiscal  Year  1980  total  revenue  of  $29.49  million, 
up  $974,000  or  3 percent  from  the  year-earlier  period. 
Net  income  increased  $451,000  or  9.5  percent  to 
$5.20  million,  17.6  percent  of  total  revenue  compared 
to  1 6.7  percent  a year  earlier.  1 9.7  percent  of  package 
store  profits  or  $1.02  million  was  distributed  to  in- 
stallation morale  support  funds  with  80.3  percent  go- 
ing to  support  club  capital  expenditures  and  support 
expenses. 

23  percent  of  the  first  quarter  1980  package  store 
profits  of  $4.44  million  generated  by  club  system- 
operated  package  stores  in  the  U.S.  were  distributed 
to  installation  morale  support  activities  other  than 
clubs  while  10  percent  of  the  $726,890  package  store 
profits  in  Korea  and  73  percent  of  the  $32,398  earn- 


ings in  Japan  were  distributed  to  morale  support  ac- 
tivities other  than  clubs. 

Package  store  revenue  decreased  by  nearly  $273,- 
000  in  US  Army  Forces  Command  while  net  income 
rose  $139,000.  Most  of  the  revenue  decrease  occurred 
at  Fort  Bragg,  N.C.  and  at  stores  in  the  Canal  Zone. 
Training  and  Doctrine  Command  package  beverage 
store  revenue  increased  $1.10  million  or  14.2  percent 
with  net  income  up  $307,000  to  $1.48  million.  Army 
Development  and  Readiness  Command  package 
stores  had  total  revenue  of  $2.63  million,  up  from 
$2.49  million  while  net  income  rose  $49,000  to  $466,- 
000  or  17.7  percent  of  total  revenue.  Both  sales  and 
revenue  in  Eighth  Army  package  stores  decreased  by 
$200,000  while  net  income  decreased  $80,000  to 
$727,000  or  20.5  percent  of  revenue. 

The  76  package  beverage  stores  operated  by  the  US 
Army,  Europe  Class  VI  Agency  had  sales  of  $13.24 
million  sales  in  the  first  quarter  1980,  up  $1.66 
million  or  14  percent  from  1979  first  quarter  or 
$11.59  million.  First  quarter  USAREUR  Class  VI 
Agency  net  income  was  $5.79  million,  44  percent  of 
sales,  a $929,510  increase.  $2  million  was  distributed 
to  the  USAREUR  Morale  Support  Fund  with  $3.79 
million  provided  to  the  USAREUR  Club  Fund  to 
support  club  administrative  costs  and  capital  expen- 
ditures. AH 
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revenue  gains  primarily  to  inflation-caused  increased 
prices  while  the  decline  in  net  income  reflects  in- 
creased distribution  of  club  system-operated  package 
beverage  store  net  income  to  installation  morale  sup- 
port fund  activities.  Package  beverage  net  income  is 
used  by  Army  clubs  to  finance  club  capital  improve- 
ment projects  and  pay  general  administrative  support 
costs. 

The  percentage  of  membership  club  branches 
operating  profitably  dropped  from  81  percent  in  the 
first  quarter  Fiscal  Year  1979  to  76  percent  in  first 
quarter  Fiscal  Year  1980.  89  percent  of  clubs  were 
profitable  at  the  end  of  Fiscal  Year  1979.  The 
percentage  of  clubs  that  would  have  been  profitable 
without  package  beverage  net  income  distribution 
changed  only  slightly  from  52  percent  in  the  first 
quarter  Fiscal  Year  1979  to  51  percent  in  Fiscal  1980. 

Club  system-operated  package  beverage  stores 
provided  $303,000  to  installation  morale  support 
funds  in  the  first  quarter  Fiscal  Year  1979  compared 
to  $1.03  million  in  the  same  1980  period. 

This  reflected  a change  in  Department  of  the  Army 
policy  on  distribution  of  package  beverage  net  in- 
come. Whereas  club  systems  were  allowed  to  retain 
up  to  95  percent  of  package  store  net  income  in  1979, 
they  were  required  to  distribute  22.5  percent  of  the 
net  income  in  the  U.S.  and  Panama  to  the  installation 
morale  support  funds  in  1980.  This  policy  change  had 
no  effect  on  U.S.  Army,  Europe.  There,  Class  VI 
Agency  distribution  is  used  to  support  some  club  ad- 
ministrative expenses  such  as  accounting  and  person- 
nel costs.  In  Japan  and  Korea  all  package  store  net 
income  formerly  went  only  to  the  clubs  whereas  now 
a minimum  of  20  percent  of  such  income  must  go  to 
the  MSF  for  Japan,  and  10  percent  in  Korea. 

The  greatest  losses  partially  attributed  to  the  new 
package  beverage  store  net  income  distribution 
policy,  were  in  Army  Forces  Command  which  saw 
net  income  for  the  quarter  drop  by  nearly  $315,000  to 
$1.21  million  or  10.3  percent  of  total  revenue  com- 
pared to  1 2.8  percent  of  total  revenue  the  year  before. 

Army  Communications  Command  clubs  were  also 
affected  as  net  income  decreased  $59,000,  turning  a 
$33,000  or  7.7  percent  first  quarter  1979  profit  to  a 
$26,000  or  6.9  percent  loss. 

Army  Development  and  Readiness  Command 
clubs  experienced  moderate  gains  in  sales  and 
revenue  but  net  income  dropped  to  $293,000  or  9.5 
percent  of  total  revenue  compared  to  $33 1 ,000  or  11.3 
percent  of  total  revenue  in  1979.  Army  Training  and 
Doctrine  Command  club  systems  did  not  appear  to 


suffer  from  the  loss  of  package  store  profits  with  net 
income  increasing  $96,000  or  16  percent,  as  sales 
reached  $5.97  million  and  revenue  was  up  $460,000  to 
$9.48  million. 

52  percent  of  club  system  sales  were  generated  by 
clubs  in  the  Far  East  and  Europe. 

Eighth  Army  clubs  experienced  a moderate  net  in- 
come downturn  from  $668,000  in  the  first  quarter 
1979  to  $635,000  in  1980.  Revenues  in  that  command 
however,  reached  $6.86  million,  up  $733,000  from  the 
same  period  a year  earlier.  Eighth  Army  sales  in- 
creased faster  than  revenues,  up  $782,000  to  $5.66 
million,  a 16  percent  increase. 

U.S.  Army,  Europe  clubs  out-paced  all  other  Arms 
major  commands  by  a wide  margin,  increasing 
revenues  from  $17.80  million  to  $19.23  million,  a 
$1.43  million  or  8 percent  increase.  Net  income  for 
Europe  clubs  also  continued  to  increase  to  $1.21 
million,  remaining  at  6.3  percent  of  total  revenue. 

Army-wide,  the  club  cost  of  goods  remained  at  40 
percent  of  total  sales  in  1980  while  labor  costs  w ere  36 
percent  of  total  revenue.  Officers’,  NCO/enlisted  and 
community  clubs  each  had  49  percent  food  cost  of 
goods,  unchanged  from  Fiscal  Year  1979.  Bar  cost  of 
goods  was  29  percent  of  total  revenue,  up  I percent. 
NCO/enlisted  bar  cost  of  goods  was  up  2 percent  of 
total  revenue  while  community  club  bar  cost  of  goods 
dropped  1 percent  from  the  first  quarter  1979  to  27 
percent  of  total  revenue. 

Officers’  club  dues  made  up  14  percent  of  total 
revenue,  down  from  last  year  when  dues  were  15  per- 
cent of  the  officers'  clubs'  total  revenue. 
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NCO/enlisted  club  dues  constituted  1.4  percent  of 
total  revenue  compared  to  1.8  percent  a year  earlier. 

Accounting  costs  for  clubs  Army-wide  were  2.6 
percent  of  total  revenue  compared  to  2.7  percent  a 
year  earlier.  Personnel  administration  costs  also 
remained  at  .5  percent  of  total  revenue.  There  were 
only  slight  dollar  increases  for  these  costs  in  the  first 
quarter.  Army-wide,  officers’  club  sales  increased 
$87,000  to  $13.86  million  while  revenue  dropped 
$142,000.  Package  beverage  distribution  is  included 
in  club  total  revenue  figures,  partially  contributing  to 
the  decreases  in  revenue. 

Despite  a $720,000  increase  in  package  beverage 
net  income  distribution  to  installation  morale  sup- 
port funds,  NCO/enlisted  clubs  increased  revenue  by 
$1.64  million.  84  percent  of  the  increase  in 
NCO/enlisted  club  revenue  was  in  overseas  areas. 
Also,  NCO/enlisted  clubs  would  have  realized  a 
$35,000  overall  reduction  in  net  income,  instead  of 
the  overall  $4 1 ,000  net  income  increase  were  it  not  for 
a $77,000  net  income  gain  by  Europe  NCO/enlisted 
clubs. 

Community  club  net  income  increased  by  $108,000 
to  $324,000  or  8.7  percent  of  total  revenue  while  in- 
creasing revenues  22  percent  to  $3.72  million  and 
sales  20  percent  to  $2.74  million.  Most  of  the  com- 


CIP  interest  continues  up 

WASHINGTON — Participants  in  the  NAF  Central 
Investment  Program  (CIP)  are  expected  to  receive  1 1 
percent  on  their  investment  in  the  second  quarter 
Fiscal  Year  1980. 

Interest  paid  to  CIP  depositors  increased  from  7.5 
percent  to  10  percent  in  Fiscal  Year  1979.  Interest  in- 
creased to  10.60  percent  in  the  1980  first  quarter. 

The  savings  of  over  1,000  NAF  activities  are 
managed  by  The  Office  of  The  Ad  jutant  General  to 
provide  a secure,  high  interest  investment. 

This  high  interest  is  earned  regardless  of  the  size  of 
the  investment,  and  participants  may  deposit  or 
withdraw  funds  from  the  CIP  for  operational  needs 
at  any  time  without  affecting  the  rate  of  interest  ear- 
ned on  their  remaining  CIP  funds. 

About  77  percent  of  CIP  holdings  are  in  negotiable 
bank  certificates  of  deposit  since  these  holdings  pay  a 
greater  yield  than  federal  securities  or  government 
agency  securities  and  possess  absolute  liquidity. 
Seventeen  percent  of  CIP  holdings  are  in  savings  and 
loan  securities  while  five  percent  are  in  minority 
banks  and  minority  savings  and  loans,  and  one  per- 
cent is  in  obligations  of  Federal  Government  agen- 


munity  club  gains  were  made  in  USAREU R.  Most  of 
these  gains  are  attributable  to  an  increase  in  the  num- 
ber of  community  clubs. 

There  were  nearly  400,000  club  members  in  the  first 
quarter  1980  with  officers’  clubs  reporting  123,100, 
NCO/enlisted  256,000  and  community  clubs  at 
17,500.  AH 

SLOT,  from  pg.  1 1 

tion;  centralized  inventory  of  all  machines;  double 
and  triple  cash  counts  of  all  coins  by  disinterested 
personnel  during  the  cash  handling  process;  extensive 
documentation  on  all  cash  which  changes  hands; 
oversight  by  the  Army  Inspector  General;  controls 
placed  on  use  on  net  income;  and  controls  during  the 
repair  and  maintenance  of  the  machines. 

I ncome  from  the  machines  is  earmarked  for  facility 
improvements.  The  reinstatement  of  the  machines 
will  not  necessarily  result  in  lower  food  and  beverage 
prices  in  clubs  since  club  managers  will  continue  to  be 
required  to  achieve  budgeted  departmental  objec- 
tives. 

Revenue  sharing  provisions  will  be  finalized  during 
the  initial  phase;  however,  plans  are  for  25  percent  of 
the  earnings  to  be  retained  locally  for  MWR  capital 
improvements,  50  percent  to  be  retained  at  the 

Sec  SLOT,  pg.  24 

cies.  The  CIP  has  no  holdings  in  credit  unions. 

U.S.  Army,  Europe  NAF  activities  participate  in  the 
NAF  CIP  through  the  USAREUR  Central  Invest- 
ment Program  which  also  has  some  holdings  in  US 
banks  in  Germany. 

Individual  NAF  activities  accounted  for  73  percent 
of  the  CIP  holdings  at  the  close  of  FY  79  with  clubs 
having  two  thirds  of  the  holdings  by  individual  NAF 
activities.  Departmental  funds  such  as  the  Army  Club 
Fund  and  the  NAF  Group  Insurance  and  Retirement 
Fund  constituted  the  remainder  of  CIP  holdings  at 
the  end  of  Fiscal  Year  1979. 

A Fiscal  Year  1979  report  on  the  NAF  CIP  has 
been  distributed  to  all  participants,  installation  club 
managers,  installation  directors  of  personnel  and 
community  activities,  and  central  accounting  offices. 
More  copies  are  available  from  Club  and  Community 
Activities  Management  Directorate,  TAGO  regional 
offices.  AH. 

Mom’s  Day 

WASHINGTON — Club  managers  can  score  points 
with  the  members  by  doing  something  special  for 
Mother’s  Day.  The  date  is  May  II,  1980,  that's  a 
Sunday — a good  day  for  that  special  brunch.  AH 
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MILPERCEN  club  management  section  established 


ALEXANDRIA,  VA — An  office  staffed  with  both 
club  management  and  personnel  management 
specialists  has  opened  at  the  Army’s  Military  Person- 
nel Center  to  improve  the  personnel  management  and 
career  development  of  Army  club  managers. 

Dubbed  the  Club  Management  Section,  the  office 
is  expected  to  “monitor  and  assist  in  the  selection, 
assignment  and  career  development  of  club 
managers,”  according  to  officials  at  the  Club  and 
Community  Activities  Management  Directorate, 
TAGO. 

The  office  will  review  all  requisitions  for  club 
managers  before  they  are  forwarded  to  assignment 
managers.  This  procedure  will  allow  the  staff  a 
chance  to  indicate  any  unique  requirements  for  a par- 
ticular position  which  would  help  the  assignment  of- 
ficer put  the  right  club  manager  in  the  right  job.  The 
section  must  concur  before  assignment  is  made. 

Proper  club  manager  assignment  requires  a “de- 
tailed knowledge  of  club  management  operations  and 
a more  centralized  approach  to  selection  and  career 


development  of  club  managers”,  according  to  Army 
officials. 

Officials  hope  that  the  new  office  will  provide  the 
club  system  with  more  qualified  managers  and 
provide  for  “positive  career  progression  and 
professional  development.” 

Assignments  of  officers  to  operational  positions 
will  be  limited  since  officers  will  serve  primarily  in  ex- 
ecutive management  or  staff  assignments  as  installa- 
tion or  area  club  managers,  community  activities  of- 
ficers or  DPCAs,  the  officials  said.  Some  officer  club 
management  positions  will  be  converted  to  warrant 
officer  (01 2A)  positions  to  enhance  the  warrant  of- 
ficer program  and  provide  a career  goal  to  which 
enlisted  club  managers  may  aspire,  the  officials  said. 

People  with  questions  on  assignments  and  the  club 
management  program  should  contact  the  Club 
Management  Section  at  AV221-0232  or  write  DAPC- 
OPA-C,  ATTN:  Club  Management  Section, 
MILPERCEN,  200  Stovall  Street,  Alexandria,  VA. 
22332.  AH 


E-5s  may  be  club  managers 

WASHINGTON — The  entry  level  for  enlisted  per- 
sonnel wanting  to  be  club  managers  has  been  lowered 
to  E-5,  according  to  a March  1 change  to  AR  614- 
200. 


The  change  was  made  to  allow  younger  people  to 
enter  the  program,  increase  retention  and  club 
management  quality,  and  open  the  program  up  to 
people  interested  but  not  wanting  to  wait  until  they 
attained  the  rank  of  E-6,  according  to  Army  officials. 
AH 


Cut  red  tape, 
speed  NAF  hiring 

WASHINGTON — Department  of  the  Army  person- 
nel officials  have  issued  guidance  to  nonappropriated 
fund  civilian  personnel  offices  to  simplify  and  speed 
the  hiring  of  NAF  workers. 

The  action  came  in  response  to  recurring  com- 
plaints of  slow  personnel  hiring  considering  the  “in- 
dependent small-business  nature”  of  NAF  activities 
and  resulting  need  for  faster  service. 

Civilian  personnel  officers  are  urged  to: 

• Make  maximum  use  of  open  continuous  announ- 
cements for  positions  with  high  turnover,  other  than 
UA  positions. 

• Frequently  update  applicant  supply  files  to  assure 
that  all  applicants  referred  are  available  and 
interested. 

• Use  cyclical  position  classification  surveys  to 
validate  job  descriptions  to  preclude  time-consuming 
classification  actions  during  recruiting. 


• Streamline  the  channels  for  the  movement  of  per- 
sonnel action  requests  from  the  activity  to  the  CPO 
and  also  within  the  CPO  itself.  Approved  paperwork 
would  be  provided  to  support  all  actions. 

• Avoid  complicated  ranking  and  rating  processes 
when  possible  for  other  than  UA  positions.  Try  to 
keep  this  process  simple  and  basic,  especially  in  the 
filling  of  skill-level  jobs. 

• Appointments  may  be  made  subject  to  the 
satisfactory  completion  of  the  required  investigation. 
While  this  may  result  in  some  problem  cases  requir- 
ing separation  of  employees  when  derogatory  infor- 
mation is  found,  it  should  be  accomplished  in  the  best 
interests  of  time.  The  regulation  is  being  change  to 
reflect  this  policy. 

• Use  the  telephone  to  conduct  previous  employer 
inquiries.  The  phone  call  should  be  backed  up  in 
writing.  Personnel  officials  are  also  considering 
eliminating  the  pre-employment  requirements  of 
paragraph  2-8U,  AR  230-2  to  hire  employees.  This 
policy  will  be  coordinated  with  major  commands. 
AH 
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Training 


Club  Management  Course  Accredited 


FT  HARRISON,  IN — Graduates  of  the  Club 
Management  Course  may  find  it  easier  to  apply  their 
training  toward  a college  degree  because  of  recent  ac- 
creditation of  the  course  and  51  other  courses  offered 
by  the  Institute  of  Administration  here. 

Accreditation  promotes  acceptance  of  Army  train- 
ing courses  by  public  educational  institutions  and 
enhances  public  recognition  of  Army  training  and 
education. 

For  FEVER  seminar 


This  does  not  mean  that  training  will  automatically 
be  accepted  by  any  university  toward  completion  of  a 
degree  program,  according  to  Institute  of  Ad- 
ministration officials.  To  be  accepted,  the  training 
must  be  judged  as  equivalent  to  a particular  degree 
completion  requirement  of  the  university. 

Work  to  get  the  Institute  accredited  began  in  1974 
with  accreditation  provided  in  January  1980.  AH 


CCAMD-Europe  sponsors  “Great  Idea”  contest 


ROEDELHEIM,  W.  GERMANY— As  a prelude  to 
it’s  “Spring  Fever”  1980  Club  Management  Seminar, 
a “Great  Idea”  contest  is  being  sponsored  by  the 
European  Regional  Office,  Club  and  Community  Ac- 
tivities Management  Directorate,  TAGO. 

“The  contest  is  being  held  to  help  exchange  ideas 
between  club  managers,”  according  to  CCAMD 
European  Regional  Chief  LTC  Richard  Ross  . Ideas 
are  being  accepted  in  virtually  every  club  manage- 
ment category  including  club  decor,  programs, 
marketing,  merchandising,  management  controls, 
management  and  employee  motivation,  arid  enter- 
tainment, he  said. 

Ideas  should  be  presented  on  poster  board  and  not 


exceed  28x44  inches.  The  information,  photos  and 
graphics  of  the  poster  board  should  show  how  the 
idea  was  implemented. 

The  ideas  will  be  displayed  at  the  Spring  Fever 
(FEVER  stands  for  Fun,  Entertainment,  Value, 
European  Region)  European  Club  Management 
Seminar,  scheduled  to  be  held  in  the  General  Walker 
Hotel,  Berchtesgaden  from  May  27-31,  1980.  The 
Seminar  will  feature  presentations  by  COL  Lee  C. 
Dickson,  CCAMD  Director,  and  Donald  I.  Smith, 
noted  hospitality  industry  expert  and  educator.  There 
will  also  be  presentations  on  tasting  and  presenting 
U.S.  wine,  cooking  with  cordials,  and  inflation 
fighter  lunches.  AH 


Club  Management  Course  to  USAREUR 


FT  BENJAMIN  HARRISON,  IN— The  Club 
Management  Course  is  presenting  its  seven-week 
course  at  the  Old  Dominion  NCO  Club  in 
Heidelberg,  W.  Germany  from  March  16  to  May  3, 
1980. 

The  course  is  normally  conducted  at  Ft.  Benjamin 


Harrison,  Indiana,  by  course  director,  CPT  Larry 
Taylor,  and  instructors  CW3  Gerhard  Risse  and  MSG 

Robert  Blankenship. 

The  course  is  intended  to  be  introductory  but  com- 
prehensive with  instruction  in  food  and  beverage  ser- 
vice, financial  management  and  administration.  AH 


IMCEA  annual  conference 


WASHINGTON — The  International  Military  Club 
Executive’s  Association  will  have  its  Annual  Training. 
Conference  April  16-19  at  the  Sheraton  National 
Hotel. 

The  Conference  will  include  sessions  on  food, 
problem  solving,  malt  beverages,  cordials,  capital  im- 
provement and  a keynote  address  by  Rep.  Dan 
Daniel,  Chairman  of  the  NAF  Panel,  Investigations 
Subcommittee,  House  Armed  Services  Committee.  A 
certification  exam  will  be  provided  on  April  16. 


Contact  the  IMCEA,  1750  Old  Meadow  Road, 
Suite  S- 1 03,  McClean,  Va.  22102  or  call  (703)  734- 
1818.  AH 

SQT  failures  may  re-enlist 

WASHINGTON — Soldiers  who  fail  their  skill 
qualification  test  may  still  be  eligible  to  re-enlist  un- 
der a change  to  the  Army  reenlistment  program,  ac- 
cording to  a DA  recruiting  and  retention  official. 

The  interim  change  to  AR  601-280,  effective  Jan. 
15,  will  allow  a soldier’s  commander  to  certify  that 
the  individual  is  “qualified  for  continued  Army  ser- 
vice,” explained  the  official.  Previously  a waiver  was 
required  for  those  soldiers  to  reenlist.  AH 
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worldwide  Class  VI  Agency-like  management  struc- 
ture for  package  stores,  the  Panel  did  not  concur  with 
a GAO  recommendation  that  the  services  operate  all 
package  stores  centrally  as  they  are  in  Europe,  agree- 
ing with  the  Army  position  opposing  such  a move. 
The  Army  said  that  different  package  store  manage- 
ment structures  are  needed  to  accomodate  situations 
peculiar  to  geographic  areas.  The  Panel  therefore 
decided  not  to  “consolidate  for  the  sake  of  consolida- 
tion.” 

The  Army  distributes  the  least  percentage  of  its 
package  store  profits  to  clubs  compared  to  other  ser- 
vices but  the  Panel  believes  that  there  is  geographical 
inequity  in  the  Army’s  distribution  formula  whereby 
morale,  welfare  and  recreation  activities  other  than 
clubs  at  half  of  the  Army’s  U.S.  installations  received 
less  than  3 percent  of  the  1978  package  store  profits 
while  77  percent  of  the  U.S.  Army,  Europe  package 
store  profits  were  used  to  support  morale,  welfare 
and  recreation  activities  other  than  clubs.  The  report 
said  that  “many  bases  were  getting  fat  and  ac- 
cumulating investments  while  others  are  “starving” 
because  they  have  no  package  store. 

The  long-awaited  report  was  issued  by  the 
Nonappropriated  Fund  Panel,  Investigations  Sub- 
committee, House  Armed  Services  Committee. 
Earlier  1977  Panel  hearings  were  inconclusive,  re- 
sulting in  a year-long  General  Accounting  Office 
review  of  military  clubs  after  the  Panel’s  Chairman, 
Rep.  Dan  Daniel  (D.-Va.),  determined  that  more  in- 
formation was  needed  before  the  Committee  could 
make  determinations.  A resulting  GAO  report,  the 
1977  hearings,  Panel  staff  visits,  and  another  round 
of  hearings  in  Oct.  1979  provided  the  basis  of  the 
report  which  was  publicly  released  on  March  3. 

Service  representatives  are  meeting  to  consider  and 
develop  plans  to  implement  the  recommendations 
which  were  described  by  officials  as  having  far- 
reaching  implications  for  the  future  of  military  clubs. 

Strengthen  headquarters’  roles 

Installation  commanders  are  “relatively  autono- 
mous” in  operating  clubs  and  often  act  contrary  to 
the  best  interest  of  the  clubs,  according  to  the  report. 
The  Panel,  however,  fell  short  of  reflecting  GAO 
beliefs  that  the  services  could  strengthen  management 
of  the  system  by  transferring  responsibility  for  club 
operations  from  installations  to  a strong  central 
management  organization. 

The  Army,  along  with  the  other  services,  opposed 
the  “stovepiping”  of  club  operations  saying  that  the 
installation  commander  is  in  a better  position  to  res- 
pond to  the  needs  of  the  installation’s  population. 


The  Panel  agreed  but  strongly  urged  the  services  to 
strengthen  management  of  certain  functions  such  as 
accounting,  procurement,  investments,  cash  manage- 
ment, personnel  management,  training,  budget 
preparation,  facility  improvement,  and  technical 
assistance.  The  report  suggests  that  these  areas  could 
be  centralized  without  “abrogating  the  commander's 
authority  and  responsibility  to  provide  a well- 
rounded  morale  program.” 

The  Panel  also  criticized  the  services  for  recurring 
audit  deficiencies  and  for  ignoring  headquarters 
technical  assistance  team  recommendations. 

Civilianize  and  reduce 
appropriated  fund  reliance 

The  report  also  recommended  that  the  services 
civilianize  club  management  positions  "where  feasi- 
ble” and  that  nonappropriated  funds  be  used  for 
these  positions.  The  Panel  wants  DOD  to  develop  a 
system  for  accurate  accounting  and  analysis  of  ap- 
propriated and  nonappropriated  manpower  use  w ith 
a goal  of  reducing  appropriated  fund  support. 

The  report  noted  that  clubs  received  $98  million  in 
appropriated  fund  support  in  Fiscal  Year  1978  and 
urged  improved  reporting  of  true  appropriated 
funding.  The  Panel  wants  to  “minimize”  ap- 
propriated fund  support  in  U.S.  metropolitan  areas 
and  increase  support  to  clubs  at  overseas  and  remote 
installations.  Club  managers  who  are  military  are 
more  “susceptible  to  the  desires  of  installation  com- 
manders and  higher  ranking  officers”  and  are  subject 
to  frequent  rotation  to  other  installations  and  to 
other  unrelated  career  fields,  the  Panel  reported. 

The  Panel  termed  “invalid”  Army,  Air  Force  and 
Marine  Corps  arguments  that  military  managers  are 
needed  for  executive  command  and  control,  es- 
pecially at  overseas  installations  and  cited  the  opera- 
tion of  340  Navy  clubs  with  14  military  as  evidence  of 
the  argument's  invalidity.  The  Panel  also  referred  to  a 
related  July  1979  GAO  report  w'hich  said  “tremen- 
dous savings”  could  be  realized  by  having  civilians  in 
morale,  welfare  and  recreation  management  posi- 
tions instead  of  military.  However,  it  supported  the 
need  for  military  personnel  at  overseas  areas  and  the 
need  for  a U.S.  rotational  base  for  these  managers 
but  urged  the  services  to  “reduce  the  use  of  military 
personnel  except  at  those  installations  where  it  is  dif- 
ficult to  hire  civilians.” 

Eliminate  “inequitable,” 

“abused”  extra  pay 

Citing  “overtime  pay”  as  “inequitable  to  other 
military  personnel”  and  fraud  and  abuse  of  the  incen- 
tive pay  privilege  by  some  club  managers,  the  Panel 
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has  “demanded  that  the  Army  and  Marine  Corps 
stop  paying  their  enlisted  club  managers,  thereby 
achieving  consistency  and  uniformity  among  the  ser- 
vices and  eliminating  inequities  and  abuse. 

Currently,  Army  installation  commanders  have 
authority  to  provide  extra  compensation  for  enlisted 
club  managers  providing  basic  DA  guidelines  are 
followed.  These  guidelines  say  that  NCOs  collecting 
the  “incentive  compensation”  should  operate  a 
profitable  club  and  the  pay  must  be  approved  in  ad- 
vance by  superiors.  The  incentive  pay  may  not  exceed 
24  hours  per  week  and  cannot  be  paid  until  the  NCO 
has  worked  the  same  number  of  hours  that  is  expec- 
ted of  other  soldiers  at  the  installation  working  in 
other  military  occupational  specialties. 

Despite  these  strict  guidelines,  Army  auditors 
found  isolated  instances  of  abuse.  Audit  reports  were 
furnished  to  the  NAF  Panel  in  advance  of  the  1979 
hearings  and  contributed  to  the  NAF  Panel’s  recom- 
mendation that  the  pay  be  stopped. 

These  audit  reports  found  NCOs  allegedly 
collecting  overtime  pay  while  on  leave,  temporary 
duty,  and  attending  courses  of  instruction.  Also,  ad- 
ditional pay  was  provided  as  a matter  of  routine  in 
some  places  with  little  oversight  or  accountability. 

Despite  Army  policy  designed  to  prevent  inequity 
with  other  military  occupational  specialties,  the  Panel 
felt  that  the  additional  pay  was  “inequitable  to  flight- 
line personnel,  drill  sergeants,  infantry,  and  other 
personnel  who  work  more  than  40  hours  per  week. 

Army  officials  stated  that  elimination  of  the  ad- 
ditional pay  will  adversely  affect  club  operations  with 
some  managers  electing  early  retirement  and  others 
not  putting  in  the  long  hours  needed  to  run  a club 
that  is  open  14  hours  per  day. 

Rules  constrain  operations 

The  Panel  commended  the  services  for  their 
“conscientious  and  aggressive”  work  in  improving 
club  operations  in  the  face  of  the  club’s  unique 
problem  of  meeting  the  needs  of  a clientele  with 
varied  interests  and  preferences,  and  the  club’s  need 
to  “keep  their  finger  on  the  pulse  of  the  ever- 
changing  military  community  which  has  become 
more  mobile,  more  family-oriented,  and  more  in- 
tegrated into  the  civilian  community.”  The  report 

“Thank  you  Canada  buffet” 

SEOUL,  S.  KOREA — The  members  of  the  Canadian 
community  in  Korea,  including  Canada’s  Am- 
bassador to  Korea,  Drek  H.  Burney  were  the  guests 
of  honor  at  a “Thank  You  Canada”  buffet  at  the  8th 
Army  Officers’  Club  here. 

Those  attending  the  buffet  were  American  Am- 


cited  constraints  which  club  managers  face:  frequen- 
tly contrary  regulations  and  policies  which  “burden 
management,  restrict  revenues  and  increase  costs.”  It 
pointed  specifically  to  wage  and  price  guidelines,  en- 
vironmental protection,  blind-vending  programs, 
alcohol  deglamorization  and  anti-smoking  initiatives. 

Need  Better  Overseas  MWR 

The  report  was  sympathetic  to  the  need  for  ade- 
quate clubs  and  other  MWR  activities  in  overseas 
areas  because  of  overseas  mission  requirements,  un- 
familiar environment,  weakened  value  of  the  dollar, 
impeded  mobility,  and  loneliness  associated  with 
military  life  overseas. 

Urge  more  DOD  involvement, 
AAFES-like  club  regulations 

The  Panel  said  that  it  was  “appalled”  at  the  OSD 
lack  of  MWR  involvement  and  limited  resources  at 
DOD  to  provide  oversight,  noting  that  the  services 
operate  independently  from  each  other  and  incon- 
sistencies and  deficiencies  are  the  consequence.  The 
Panel  also  doubts  the  effectiveness  of  the  DOD 
MWR  Coordinating  Committee  in  overcoming  what 
it  termed  the  services  “parochial”  attitudes  toward 
their  own  club  systems.  Urging  additional  resources, 
the  Panel  wants  OSD  to  work  closely  with  the  Coor- 
dinating Committee  in  developing  a standard  set  of 
regulations  for  operating  clubs  and  package  stores 
similar  to  AAFES  regulations 

The  services  should  also  “specifically  identify”  the 
reasons  for  which  investments  are  held  and  not  ac- 
cumulate investments,  especially  “in  times  of  double- 
digit inflation.” 

Membership,  cigarettes,  credit,  buy  U.S. 

The  Panel  wants  the  services  to  reiterate  their 
policy  opposing  use  of  coercive  measures  to  increase 
club  membership,  not  sell  cigarettes  in  package  stores 
because  of  competition  with  exchanges  and  com- 
missaries, adhere  to  state  laws  which  generally 
prohibit  credit  in  package  stores,  and  have  clubs 
overseas  buy  from  U.S.  sources  whenever  feasible 
and  economical.  AH 


bassador  to  Korea,  William  H.  Gleysteen,  GEN  John 
A.  Wickham,  Jr.,  U.S.  Forces,  Korea  Commander 
and  MG  Kenneth  E.  Dohelman,  USFK  Chief  of 
Staff. 

Toasts  were  made  to  the  assistance  of  Canada  in 
helping  six  American  diplomats  escape  Iran  and  to 
“everlasting  friendship  between  Canada  and  the  Un- 
ited States  of  America.”  AH 
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Marty’s  chickerfBut  hot  afraid  to  innovate 
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SFC  F.  Martinez  Rivera  serves  up  another  helping  of 
Marty’s  chicken  from  his  chicken  parlor.  Martinez, 
manager  of  the  Fort  Myer,  Va.  NCO  Club  is  trying  to 
increase  revenue  over  the  annual  $1.2  million  mark  by 
doing  it  himself.  After  analyzing  his  market,  he  found 
that  there  were  no  fast  food  eating  places  within  walk- 
ing distance  for  Fort  Myer  enlisted  people.  So  he  opens 
the  parlor  at  10:30  p.m.,  after  the  dining  room  is 
closed.  He  keeps  serving  chicken  and  fries  in  the  club’s 
lobby  until  the  club  closes  and  sells  a lot  of  chicken, 
nearly  $300.00  nightly.  With  the  night  manager,  Marty 
himself,  or  the  master  at  arms,  doing  the  serving, 
Marty  has  kept  his  labor  costs  very  low  and  claims  a 40 
percent  cost  of  goods.  The  Military  District  of 
Washington  installation  club  manager  and  Marty’s 
boss,  LTC  John  Asiello,  called  Marty  a “doer” 
because  he  doesn’t  bask  in  the  success  of  one  operation 
and  allow  the  club  to  rest  on  its  laurels.  Marty  has  also 
revised  the  entire  club  food  and  catering  operation  for 
two  newly  constructed  party  rooms. 


SLOT,  from  pg.  19 

respective  major  command  for  MWR  capital  im- 
provements within  that  major  command  and  25  per- 
cent to  Department  of. the  Army  to  pay  for  operating 
the  program  and  for  funding  club  and  other  MWR 
capital  improvements. 

The  reinstatement  of  the  machines  was  not  related 
to  any  on-going  General  Accounting  Office  or  Con- 
gressional reviews  of  military  clubs  and  package 
beverage  stores. 

The  Air  Force  study  was  conducted  separately  but 
at  the  same  time  as  the  Army  study.  At  later  stages, 
coordination  was  accomplished  between  the  two  Ser- 
vices. 

It  is  unknown  at  this  time  which  company  or  com- 
panies will  be  contracted  for  procurement  of  the 
machines. 

No  duties  will  be  assessed  on  the  machines  when 
they  are  moved  in  the  country  since  they  are  U.S. 
Government  property.  No  taxes  will  be  paid  on  earn- 
ings from  the  machines  and  no  taxpayer  funds  will  be 
used  to  purchase  the  machines. 

Five,  ten,  and  twenty-five  cent  machines  with  up- 
to-date  controls  will  be  used.  The  machines  will  be  set 
at  the  factory  to  return  at  least  93  percent  to  the 
player  in  the  course  of  an  operating  cycle  (8,000 
plays). 

Slot  machines  were  removed  from  Army  installa- 
tions in  overseas  areas  in  1972.  This  was,  in  part,  due 
to  irregularities  during  the  late  1960's  and  to  a greater 
extent  due  to  concern  about  the  potential  for  mis- 


management or  malfeasance.  Army-owned  machines 
were  destroyed  and  those  owned  by  private  com- 
panies in  Vietnam  were  impounded  by  the  South 
Vietnamese  Government.  In  1970,  the  Army  had 
8,300  slot  machines  in  operation  in  overseas  areas 
with  net  income  of  over  $23  million.  AH 
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